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University Research, Expertise Power State's Economic Development
by Caroline Lupfer Kurtz
Create jobs, expand the economy and increase per capita income while preserving the aesthetic and cultural attributes that attract people to live in Montana in the first place. Can it be done?
“First we have to understand the potential for economic development 
in the state,” says Tony Rudbach, director of technology transfer for The 
University of Montana. In his view, the state’s best hope for a prosperous 
economic future lies squarely with technology and information-based 
businesses. Such companies typcially pay high wages, are environmental­
ly compatible and, having a well-educated and motivated workforce to 
hire from, are unlikely to export jobs elsewhere, he says.
Time, however, is of the essence.
If we don’t take action to control our own destiny in Montana, we 
will have to take what comes to us, which may not be in our best inter­
ests,” Rudbach says. “If we don’t say what we want now, we may not 
have a say at all.”
Driving forces
The Montana University System powers economic development in 
the state in many ways: by developing new technologies and processes 
that can become products around which new businesses can grow, pro­
viding an educated and trained workforce, offering business advice and 
technical expertise to companies from start-ups to large corporations 
with global sales prospects, and acting as a focal point for ideas and 
know-how that can attract other technology-based businesses.
A few years ago, Rudbach, UM Vice President for Research Lloyd 
Chesnut and others began working with the Missoula Area Economic 
Development Corp. on ways to improve the state’s economic outlook. 
They wanted to capitalize on the growing resources — human, educa­
tional and financial — along U.S. Highway 93.
Today UM and MAEDC are close to finalizing plans for a technology 
business incubator across the Clark Fork River from the University. 
Known as the Montana Technology Enterprise Center, or MonTEC, the 
facility will provide space and support for research and development 
companies, many spinning off from UM work. MonTEC has a six-per­
son board — three members each from campus and the community — 
and already has received $1 million in federal start-up funds. Another 
$2.1 million is pending from the Economic Development Administra­
tion and the Department of Housing and Urban Development.
Similar facilities are being planned in Ravalli, Flathead and Lake 
counties, each under local control. The four business incubators will 
form the heart of the Northern Rockies Research Park and Technology 
Corridor, or NorCor. The umbrella created by NorCor would provide 
technology development expertise and examples from MonTEC, a 
shared high-speed communication network and access to a Montana 
Venture Capital Fund that is being planned by NorCor for the state, 
among other things. Ultimately, Rudbach envisions these efforts in west­
ern Montana linking up with similar ones east of the Divide, from Great 
Falls to Helena and Bozeman. Greening - continued on Page 7
Netscape:
The World of e-Commerce
by Amy Joyner
Internet technology is chang­ing daily, which is why UM aggressively trains students 
who will inevitably use the 
Internet in whatever field they 
study during college and in their 
chosen careers after graduation.
“E-commerce and e-business 
are front and center,” says Jakki 
Mohr, an associate professor of 
marketing for the UM School of 
Business Administration who 
teaches various e-commerce 
courses.
“If you look at e-commerce,
22 percent of the transactions are consumer purchases. The big 
untapped gold mine is business to business.
“All of our students are getting this,” she says of Internet expo­
sure. “It’s diffused through many of their courses. But the students 
have to be looking for it. They have to have the initiative.”
In a graduate-level course, “eCommerce and Internet Marketing,” 
Mohr pre-tests each student to measure Internet proficiency. She 
expects a 50/50 mix of students who are well informed and others 
who want to be. Mohr assigns students an existing business, asks 
them to analyze its Internet presence and develop a plan that would 
drive revenue and growth.
“These hands-on projects are so important because the students 
get so much out of them,” she says. The course design does take its 
toll on faculty, however, because each of the 60 students enrolled in 
two sections of the class has an individual project.
Signs of marketplace success
Although Mohr and her colleagues start students thinking in digi­
tal terms during their undergraduate years, several graduates with 
UM master’s degrees already stand out for their e-commerce accom­
plishments.
Former UM football punter and tight end Dallas Neil completed 
his master’s degree in May 2000 and wrote his thesis on a business 
that he brought from academia to the real world — Kinetic Sports 
International. Neil is in Atlanta marketing his CD-ROM software 
that creates custom training schedules for high school athletes. He 
also is a new addition to the Atlanta Falcons’ line-up.
Brumby McLeod is another e-commerce leader who brought his 
master’s degree work straight to the Internet. His brainchild, e-rail­
road, Inc. at www.e-railroad.com, started last year when he was work­
ing in accounting for Montana Rail Link. While attending the MBA
The brains behind eLocal.com: from left, Jordan Lind, Tom Wenz, 
Matt Forkner and Jamison Banna.
class held during the 1999 e- 
business conference at UM’s 
Montana World Trade Center, 
McLeod based his business-plan 
project on the railroad industry. 
A week later, MRL executives 
came to him wanting to sell 
locomotive parts online. The 
business plan was already written 
at the conference; McLeod could 
easily proceed.
“I was young, just coming out 
of school, and I was ready,” 
McLeod says.
Now, he is partnered with 
seven people who helped start e- 
railroad.com. He has just com­
pleted the 18th version of his business plan and is looking for $300,000 
in seed money from a venture capital investor. His partners are a mix 
of information technology professionals and railroad executives.
Kurt Jacobson, former owner of Big Sky Net at www.bigsky.net, is 
one of e-railroad’s executives and provides a six-person team that is 
programming a Web site for the business-to-business, industry-specif­
ic venture. Just one year from inception, e-railroad’s customers now 
can find took most commonly used by the railroad industry.
“Our target market is short-line and regional railroads, of which 
MRL is one of the largest, representing 10 percent of our target mar­
ket,” he says. His main competition is General Electric.
“It’s my partners who got me here,” McLeod says of Jacobson, Van 
Blakely, Tom Coston, Lynn Churchill, Laurie Pace and Niki Froines.
“I am trying to be everything to a specific group,” he explains. “If 
this model works, I want to take that model to other industries.”
Local means global
Three other business school alumni also are making a nationwide 
impact with eLocal at www.elocal.com, a Missoula-based corpora­
tion that provides wireless, cable and Internet services with 
enhanced local information that can be geographically customized 
by each user.
The company was started by UM alumnus Kelly Robbennolt. 
Jordan Lind and Tom Wenz hold key management positions.
David Bond, broadband media specialist at eLocal, is one of the 
firm’s 65 employees in Missoula and Houston. He explains the firm’s 
services as “selling an integration of our product to offer local con­
tent to existing Web sites.”
Bond believes that the major Internet search engines didn’t set 
themselves up correctly 10 or 15 years ago. “They are so worried 
about technologies,” he says, C-CMMKfCC - continued on Page 7
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by Caroline Lupfer Kurtz
Suppose you have the contract for a big job, like building a special­ized subassembly for airplane engines. You need to subcontract various pieces of the project — the precision machining of high- 
temperature steel flanges, for example.
‘You’ll probably look in the Minneapolis or Seattle phone book first, 
even though there’s a little company right in Cut Bank that has that 
capability,” says Bob Campbell, director of Montana Business 
Connections at UM. “It’s just hard to find it in a state as big as 
Montana.”
Campbell and colleagues at the University’s Bureau of Business and 
Economic Research are working to change this situation with a new 
online directory of manufacturing in Montana.
“If you live in a big, urban area, it’s a lot easier to find the someone or 
something necessary to do a small, specialized job than if you are out in
Glendive,” he says.
But with the 
Montana Manufacturers 
Information System, 
business people can first 
do a thorough in-state 
search for sources or 
markets. Campbell is 
compiling lists of com­
panies in each county or 
multicounty area from 
existing directories and 
studies of various manu­
facturing sectors. He will send those lists to area chambers of commerce 
and development authorities to fill in any missing pieces. He will then 
post the companies on the Internet in a database that will be ongoing, 
easy to update and free of charge.
A step beyond
Campbell says that personnel at manufacturing companies will be 
given secure access codes so they can revise information on the Web site 
as their products and capabilities change. Other directories generally just 
give an address and product list, he says. None describes the depth of a 
manufacturer’s capability as MMIS will, including processes and equip­




Campbell, MMIS can 
be used by businesses 
to identify new mar­
kets and sources of 
materials, supplies and 
services; locate poten­
tial partners for cooperative marketing, buying and shipping; and analyze 
the condition and outlook of Montana’s manufacturing industries.
Chuck Keegan and Krista Gebert at the BBER currently are surveying 
the industry sector by sector to help Campbell prepare his initial data­
base. Manufacturing categories included in these surveys are wood, paper 
and furniture products; printing and publishing; machinery, equipment 
and instruments; food and kindred products; chemicals and allied prod­
ucts; stone, clay, glass; primary metals; petroleum and coal products; and 
miscellaneous manufacturing, which includes light manufacturing such 
as sporting goods, musical instruments, games, toys and jewelry, as well 
as other fabricated metals. Campbell expects that MMIS will be up and 
running by late fall.
MMIS is supported by the U.S. Department of Commerce’s Technol­
ogy Opportunities Program and Economic Development Administration 
in cooperation with the Montana Department of Commerce, the 
Montana World Trade Center and the Montana Manufacturing Exten­
sion Center of Montana State University. Kreg Worrest is an MSU engi­
neer based at UM to provide technical assistance to manufacturers in 
the western part of the state. His work makes him a resource for MMIS, 
Campbell says, and in turn the directory will be “hugely helpful” to 
extension engineers across the state because it will provide a better refer­
ence source for their clients.
The bottom line, Campbell says, is that “MMIS is a way for manufac­
turers to get together, learn about each other and better market their 
products.
“They’re waiting for it,” he says. D
For more informaticm about the Montana Manufacturers Information 
System, e-mail mmis@business.umt.edu. Other business services can be found 
on the Web at www.mbc.umt.edu.
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From Bench to Business
Three Case Studies
by Caroline Lupfer Kurtz
Making the leap from laboratory bench to business plan to viable commercial enterprise requires a good idea, hard work and luck. Mostly it needs a partnership between people who under­
stand the technology and people who understand the business of making 
and selling a product. The following examples illustrate three potential 
commercial success stories that got their start at UM and are poised to 
enter the marketplace.
Pharmaceutical promise
Gary Gustafson and Dan DeBorde overlapped only one year as profes­
sors in UM’s microbiology department, but that was enough time to forge 
a lasting friendship and spark the idea for a fruitful future collaboration.
In 1997, Gustafson, who recently had left his position as director of
biochemical 
research at RIBI 
Immunochem, and 
DeBorde, who was 
about to leave his 
University job, 
formed a company 
called Montana 
Headwaters. Their 
idea was to make 
vaccines and vac­
cine components to 
prevent infectious 
diseases and even, 
someday, cancer. They believed they had developed a novel method 
that would render their products simpler, safer and less expensive than 
those developed through other processes.
UM gave the researchers laboratory space and resources for the first 
nine months of their start-up venture as well as help with working up a 
business plan and identifying prospective investors. Gustafson and 
DeBorde continue to make good use of University facilities such as the 
Mansfield Library and the nuclear magnetic resonance spectrometer, 
which can help determine the precise chemical composition of their vari­
ous vaccines. They also make occasional purchases from UM’s chemical 
stores.
As their business concept took shape, the pair applied for and 
received a Small Business Innovation Research Grant from the National 
Institutes of Health. Eventually Gustafson and DeBorde interested a 
Seattle venture capital group in their plan. The Seattle company formed 
EndoBiologics International to raise capital globally, and Montana 
Headwaters changed its name to EndoBiologics Inc. The Montana cor­
poration already has had one private offering for investment and plans 
to hold more before eventually going public.
Stuffed into a double-wide trailer behind some empty buildings on the 
west side of Missoula, seven EndoBiologics employees, including CEO 
Gustafson and President DeBorde, are completing the process for mak­
Gary Gustafson and Dan DeBorde.
ing their first vaccine product, designed to prevent sepsis and septic 
shock in severely ill people. The researchers have performed tests in 
mice, using UM’s Laboratory Animal Resources facility, and plan to start 
clinical trials to demonstrate safety soon. They see their close ties to 
UM as an advantage in many ways, including having access to a 
pipeline of talented UM graduates and the possibility of future profitable 
collaborations with other UM researchers.
Gustafson says that a new product for treatment of late-stage sepsis 
recently was announced by the pharmaceutical firm Eli Lily, but he does 
not see the news as negative for EndoBiologics.
“We’re trying to develop a vaccine to prevent sepsis in the first place,” 
he says, “one that is directed against the toxins produced by bacteria in 
your gut, neutralizing them to prevent the disease.”
Sepsis is a major concern in hospital critical-care units, where initial 
flu-like symptoms can lead to a raging infection and even death within 
48 hours. The potential market for such a therapeutic vaccine is huge.
EndoBiologics’ approach to a vaccine against sepsis makes use of an 
unusual class of microorganisms.
“Our approach is completely new technology,” Gustafson says. “We’re 
trying to make the vaccine as simple as possible to reduce the cost to 
manufacture, make it more stable for shipping and handling, and safer 
with fewer ingredients. A big part of our technology is to simplify the 
process. The vaccines closest to ours are expensive because they produce 
lots of toxic byproducts in their manufacture. Ours don’t.”
In September EndoBiologics will move into expanded laboratories 
built on land they bought near the Missoula airport. Gustafson and 
DeBorde plan to hire maybe a dozen more people in the next year. 
Ultimately they hope EndoBiologics will become a full-scale production 
facility in Montana, with packaging and marketing aspects contracted or 
licensed out to other companies.
Turning waste into wanted
Sometimes business ideas flow from University to community, and 
sometimes it’s the other way around.
Thirteen years ago, 
Missoula businessmen 
George Torp and Philip 
Barney had a technolo­
gy they wanted evalu­
ated to determine its 
potential marketability. 
Their product was an 
advanced filter material 
for removing heavy- 
metal contaminants 
from water —  a materi­
al with tremendous 
commercial potential 
but some problems.The Berkeley Pit before it filled with water.
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The Berkeley Pit today.
Through contacts in California, Torp and Barney approached chemist 
Ed Rosenberg at the University of California, Northridge, for help.
“They funded our analysis,” Rosenberg says, “and when we deter­
mined that what they had was not a particularly good technology for 
what they wanted to do, they funded us to find a better way.”
Thus began a decade-long collaboration that flourishes still. When a 
faculty position opened at UM in 1993, Torp and Barney were instru­
mental in getting Rosenberg to apply for the job. It was one of the best 
decisions he’s ever made, says Torp of Rosenberg, who now chairs UM’s 
chemistry department.
Over the years Rosenberg’s laboratory has received steady funding 
from government and Purity Systems Inc., Torp and Barney’s company, 
to improve their method of turning raw materials and waste streams 
from industrial processes into wanted commodities and clean water. The 
technology involves modifying silica particles with organic surface poly­
mers that selectively bind charged metal atoms, such as those of copper 
or nickel, which can then be rinsed off for concentration and collection. 
The filter material can be reused thousands of times, and its applications 
are so numerous and varied that the market for it is estimated to be 
worth hundreds of millions of dollars.
In 1995 UM filed the first of three patent applications on the process 
for Rosenberg and Purity Systems. The patent was assigned to the 
University in 1997 with exclusive license for commercial development 
held by Purity Systems. A second process patent was granted in 1999, 
and a third application is pending. Ultimately a portion of the compa­
ny’s profits will return to the University to help support more such tech­
nology-transfer endeavors.
According to Torp, Purity Systems’ research has produced a metal-ion 
removal material that is easy to synthesize, uses limited — and recy­
clable — organic solvents to create, exhibits higher metal-binding 
capacity and is considerably less expensive to produce than earlier mate­
rials. The company already has conducted successful pilot tests for the 
Montana Department of Environmental Quality and the Environmental 
Protection Agency’s Mine Waste Reclamation program, using water 
from Belt Creek and the Berkeley Pit in Butte. Purity Systems also has 
an agreement with Calgon Carbon Corp. of Pittsburgh, and Torp is 
negotiating with MSE, an engineering applications firm in Butte, to 
carry out larger-scale demonstrations. Calgon Carbon also is interested 
in using Purity Systems’ material in some of its other industrial applica­
tions, such as the recovery of copper from mining waste streams.
Commercial quantities of the silica particles and surface ligand that 
make up the filter material are being manufactured in China, primarily 
because of lower production costs. Although they would prefer to have 
manufacturing done in the United States, Torp and Barney have been 
unable to find affordable sources for this stage of Purity Systems’ devel­
opment. Rosenberg, Torp and Barney have been working hard to take
their show on the road, in the United States and overseas, to demon­
strate the technical aspects of their product and seek new agreements. 
This October they will travel to Australia to present their technology at 
the world’s largest meeting of the copper mining industry, hoping to get 
their material chosen for use in a large start-up copper mine there.
“But our major goal is to build a research facility in Missoula and staff 
it with good scientists to produce good products,” Torp says. Other com­
panies would be needed to take care of large-scale manufacturing, mar­
keting and distribution. As a research and development firm, Purity 
Systems is a top candidate for space in MonTEC, the new UM/commu- 
nity technology incubator facility under development (see “The Greening 
of Montana," Page 1).
Both UM graduates, Torp and Barney have had successful careers in 
other areas: Torp in pharmacy and real estate and Barney as head of 
pathology at Community Medical Center. Both men are looking forward 
to a more leisurely retirement once Purity Systems gets fully under way.
“Neither of us has a lot of ambition to put money in our pockets by 
doing this,” Torp says. “But the world is so full of pollution, and people 
are still looking for an economically sensible way to recover certain met­
als. We think we could meet a great need with this product.”
Advancing physical therapy
Chuck Leonard, physical therapy professor and director of UM’s 
Motor Control Research Laboratory, took his first step toward turning a 
scientific idea into a business venture during a tour of medical research 
facilities in St. Petersburg, Russia, in 1991.
While there, Leonard saw a prototype of a device that was being 
developed to quantify muscle tone in astronauts after prolonged periods 
of weightlessness in space. It dovetailed perfectly with his own interest 
in finding a more precise way to measure muscle characteristics follow­
ing disease or injury.
Upon returning to Montana, Leonard began a formal collaboration 
with his Russian counterpart, scientist Eugene Mikhailenok, a physician 
and physiologist formerly with the Pavlov Institute. Once various legal 
issues were worked out, the researchers formed Neurogenic Technologies
Inc., to develop a 
computerized appa­
ratus that can 
quantify levels of 
muscle tone, com­
pliance and paresis, 
or weakness, that 
may have changed 
following a stroke 
or as the result of a 
disorder such as 
cerebral palsy. They 




Neurogenic Technologies’ vice president for research and development, 
and Leonard is president and CEO. The pair received the first patent for 
their invention in May 2000. Protection for another device is pending.
Like all nascent business ventures, Neurogenic Technologies needed 
capital to develop and bring its product to market. With the help of 
UM’s Technology Transfer Program, Leonard found an angel in John 
Menson, a venture Bench to Business - continued on Page 7
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Taking Montana Products Into the World Marketplace
by Caroline Lupfer Kurtz
Many Montana companies have products or services that could be sold in the international marketplace, but they lack the human resources to find and develop the necessary overseas 
contacts for their wares.
The Montana World Trade Center can help.
Housed in UM’s School of Business Administration, MWTC a year 
ago formed a new initiative called Rocky Mountain Global, the sole 
purpose of which is to provide the marketing expertise needed to match 
Montana sellers with buyers from Beijing to Borneo.
Simply identifying potential foreign customers is not enough, says 
RMG senior manager Fraser McLeay. He and membership services man­
ager Brigitta Miranda-Freer spend time evaluating a business’ product 
specifications, costs and production capacity and then finding and ana­
lyzing appropriate markets.
RMG staff also participate in trade shows to promote specific 
Montana products, and they can handle export documentation, logistics, 
trade regulation, compliance and payment problems.
Montana products currently marketed worldwide with the help of 
RMG include Valley of the Moon premium water, Montana mint, 
Wheat Montana specialty grains and flours, Cream of the West cereals 
and granola snacks and Montola high-oleic safflower oil.
“RMG works with businesses in the state that are ready to go the 
extra step [into global sales] but lack the resources to develop the mar­
kets themselves,” McLeay says. “The aim is to become their global mar­
keting arm.”
McLeay and Miranda-Freer look for ways to work with groups of busi­
nesses at once so that RMG’s sales commissions and consulting fees can 
be split among a pool of clients. The cost for using RMG will be less 
than what it would cost a company to hire its own similarly qualified 
marketing person, McLeay says.
Ripe for picking
Ben Lukes, president of Agmor, an agricultural products firm in 
Belgrade, is one of RMG’s newest clients. Lukes developed NEB, a 
unique organic-based treatment that increases crop production by boost­
ing the availability of soil nutrients and moisture through the enhance­
ment of the naturally occurring microbial populations essential to plant 
growth. Effective on a wide variety of grain, fruit and vegetable crops, 
NEB is marketed in the United States by the Wilber-Ellis Co., a well-
known distributor of agricultural products. But clearly there is great 
potential for use in other countries as well.
“We joined the MWTC looking for overseas markets,” Lukes says. He 
believes the RMG team has been effective is supplying numerous leads 
he otherwise would not have had time to find. He is confident that 
some percentage of these contacts will result in sales.
“Everybody wants their own proof that the stuff works under their 
particular soil conditions and so on,” Lukes says. Samples have been sent 
to 37 countries for evaluation, and some countries are more serious than
others, he says. Lukes is 
most optimistic about 
Green Agro in Pakistan, 
which has expressed inter­
est in becoming a regional 
distributor for NEB. He 
recently sent 96 liters of 
the product to Green 
Agro for demonstration 
on several crops, includ­
ing beans, peas and 
wheat.
Going global is time- 
consuming but makes 
sense in light of figures 
that show world trade 
growing four times faster 
than the U.S. gross 
domestic product. 
According to the 
Montana World Trade 
Center, small and midsized companies’ exports are rising fastest — more 
than 30 percent in the last 10 years, or about $200 billion each year.
Services like Rocky Mountain Global and others of the MWTC are 
helping Montana companies get a piece of the pie.
“Will they [RMG] do me some good?” asks Lukes. “I believe they 
will.” □
For more information about the services of Rocky Mountain Global, 
e-mail fraser@mivtc.org or call (406) 243-6982.
A farmer displays his NEB-enhanced crop.
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Building success
NorCor is a critical concept in the state’s economic development, 
Rudbach says. Together, Montana businesses can benefit from cheaper 
Internet access costs and the ability to share large amounts of information 
quickly. UM’s Information Technology Resource Center is working on a 
plan to provide adequate bandwidth connections for companies involved 
in NorCor. A technology corridor also can improve the chances for suc­
cess of individual companies by offering more job opportunities for a grow­
ing population, intellectual feedback among enterprises, business mentor­
ing services and the potential to attract much needed venture capital.
“All companies need money to get started,” Rudbach says. “People 
with the capital are less likely to come to a place where there is only one 
company to visit. They’d rather go where they can see several at a shot.”
Rudbach and others inside and outside the University are working 
hard to develop a network of venture capital companies in the state and 
region that can supply the life-giving financial investment for new busi­
nesses in Montana. Q
For more information about MonTEC or NorCor, contact Tony Rudbach, 
Office of Research Administration, (406) 243-2148.
e-Commerce - continued from  Page 2
“that they left local content off the list. And that is the most simple 
thing.”
By offering its services free via the Internet, eLocal’s revenue comes 
from what it charges businesses for integrating the local aspect to other 
Web sites, Bond explains.
Cutting-edge video
One project involving eLocal is being coordinated on campus by Lynn 
Churchill, director of UM’s Information and Technology Resource 
Center. ITRC had formed an alliance with eLocal and Streaming 
Solutions Inc. of Cut Bank to take online video to a new level. SSI’s 
subsidiary, zipendcode.com, also is involved and will work with six UM 
interns, who all have extensive video skills.
Streaming is the technology used for displaying data before the entire 
file has been transmitted via the Internet. The data recipient collects 
the data and sends it as a steady stream, making it much easier to view 
Internet video.
“This is a partnership that allows us to do what our customers need 
without making the investment,” Bond says. “It’s a win-win situation.”
At ITRC, which provides technology and training resources, the interns 
will view the video and use image-recognition technology to discern the 
image’s content and record observations. Churchill’s office already has 
partnered with several companies wanting to use embedded videos.
He gives the example of a Web user typing, for instance, “ski condi­
tions.” Not only will the Web search engine find URL sites, but the 
metadata embedded in the video will direct the user to video clips of 
area ski resorts. The eLocal tie will provide information about the region 
where the ski video was taken.
Kip Owens from SSI explains, “A customer sends beta video with an 
idea to present it to an audience. We encode the video and host it at 
SSI. Then we send a link to the customer for his or her Web site.”
ELocal will manage the database related to each embedded video file, 
while SSI handles the streaming production through zipendcode.com, 
which provides a database query of all video related to a specific geo­
graphical location.
Bond explains that eLocal is essentially selling the services of zipend- 
code.com to eLocal’s customers.
Churchill is excited about the project, saying, “It’s a young technolo­
gy. But its potential is tremendous. The key is that it’s video on demand, 
not on cable TV lines, but via your Internet service provider.” Q
Bench to Business - continued from  Page 5
capitalist in Ann Arbor, Mich., with a proven track record of business 
development. Menson brought in enough investors to enable Leonard 
and Mikhailenok to build some test devices. He and the researchers are 
hoping to raise at least another $500,000 for the company within the 
next year.
Leonard would prefer to find businesses and investors in Montana that 
could provide the necessary manufacturing and financial backing, but he 
has met with limited success so far.
“When we conceptualized the company, we envisioned it being a total 
Montana enterprise,” he says. For now a company near Sheridan, Mont., 
has been doing the precision machining of the device’s stainless steel 
components, but the electronic and computer work may have to go far­
ther afield.
Leonard says the Myotonometer” has moved beyond the prototype 
phase. Ten units have been made and sold through his own contacts at 
research labs and clinics in the United States, Canada, England, 
Australia and Sweden. Ten more have been built, all made in the United 
States under Food and Drug Administration regulations although not yet 
FDA approved.
“This means sales will be somewhat restricted until approval is final,” 
Leonard says.
The Myotonometer” is a computer connected to handheld stainless 
steel probes that can be pressed down onto skin to measure underlying 
muscle length and tension. Thanks to feedback from his own children 
during testing, Leonard realized that different settings for how hard to 
press the probe were needed for adults and children, so he developed 
software to compensate. The computer translates information received 
into a quantitative measurement of muscle condition. Currently there is 
no other technology on the market capable of doing this.
“When we use different drugs to treat a condition, we can’t tell how 
effective they are unless we have a way to quantify changes in muscle 
characteristics,” Leonard explains. He expects the device to be very use­
ful for quantifying treatment effectiveness and in monitoring the progres­
sion of muscular and neurological diseases.
“Insurance companies are clamoring for something like this,” he adds, 
“because of the movement toward ‘evidence-based’ practice, meaning 
that doctors need to be able to show [quantitatively] that what they are 
doing is efficacious.”
Like Purity Systems, Neurogenic Technologies is ripe for space in 
MonTEC as soon as it is available.
“It’s an exciting melding of community and University resources,” 
Leonard says.
With sufficient investment to propel Neurogenic Technologies into 
the next phase of development, Leonard believes the company could 
become a solid employer of high-tech labor, such as engineers, designers, 
programmers and assemblers.
Leonard recently requested that his faculty position be reduced to half­
time so he can continue to move Neurogenic Technologies forward. 
Although somewhat naive when he began the process, he says he has 
grown to appreciate being made to “think outside the box of pure 
research.”
“I thought the product would sell itself and that I could go back to 
R&D,” he says. “I may have to force the University to give me an 
M.B.A. when this is over.” Q
For more information on EndoBiologics Inc. and its products, call Gary 
Gustafson or Dan DeBorde at (406) 543-7909.
For more information about Purity Systems Inc., contact George Torp via 
fax at (406) 327-0879. For technical information about their filter products, 
contact Ed Rosenberg at (406) 243-2592.
For more information about the Myotonometer” and Neurogenic 
Technobgies Inc., contact Charles Leonard at leonard@selway.umt.edu.
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Virtual Corporations
The RAVE of the Future
by Caroline Lupfer Kurtz
Rick Donovan is thinking ahead.According to the Montana Tech engi­neering professor, business-to-business e- 
commerce is projected to be a $2.5 trillion 
market by 2005.
“If Montana’s share were only one one-hun­
dredth of 1 percent, that would be $250 mil­
lion annually to the state’s economy,” he says. 
“Just think what that would mean.”
To help Montana businesses take advantage 
of the coming revolution, Donovan has creat­
ed RAVE, the Rocky Mountain Agile Virtual 
Enterprise Project. If his applications for start­
up funds from the U.S. Department of 
Commerce and the National Science 
Foundation are approved this fall, RAVE will 
begin to connect light and moderate manufac­
turers in Montana into business networks that 
can bid cooperatively on large projects beyond 
the scope of single small companies.
The idea behind RAVE is to let individual 
companies form virtual corporations for the 
duration of a particular project, sharing infor­
mation across computer lines. The approach 
enables businesses to make more efficient use 
of their human and technical resources and 
“get out of the business of providing services 
and into the business of providing solutions,”
Donovan says. He believes the upshot will be 
more business in the state and higher bottom 
lines.
Companies participating in RAVE have 
access to jobs posted on the Web by potential 
customers, including specifications, blueprints, 
budgets and scheduling information. Businesses 
that can contribute specific pieces of the pro­
ject form a virtual enterprise —  a legally sepa­
rate company from the parent companies and 
RAVE. The corporation does the work, the 
customer gets the product, and the corporation 
dissolves, Donovan explains.
“These entities can last for a month or a 
year or even indefinitely,” he says.
Only one other organization in the country 
is doing something similar. The AgileWeb in 
Pennsylvania has between 20 and 25 compa­
nies with 10 to 30 employees each in different 
manufacturing areas. In the last three years, 
Donovan says, they have seen sales increase 
more than 20 percent and their operating mar­
gins improve by the same amount. So far about 
10 companies in Missoula, Ronan, Butte, 
Bozeman and Poplar have expressed interest in 
participating in RAVE.
One of the biggest challenges to creating 
such collaborative business networks is the 
management system needed to link the dis­
parate partners. G5 Technologies in Cherry
Hill, N.J., has developed a management system 
and software package called the Virtual 
Corporation Management System which pro­
vides the legal, financial and performance 
oversight —  all the necessary management 
aspects for collaborative businesses. RAVE 
would provide training in the use of VCMS 
software and help with the marketing of 
Montana enterprises.
Automobile makers and giant manufacturers 
such as United Technologies already have 
announced their commitment to moving their 
procurement processes onto the Web.
Donovan hopes Montana can become at least 
a test site for supplying products this way. A 
top priority for RAVE over the next five years 
will be to connect companies throughout the 
state and region, making Montana a hub of e- 
commerce.
“This is a unique opportunity for companies 
in Montana to become market leaders instead 
of market followers,” he says. “This is the way 
business is going to be done in the future. If 
you’re not doing this, you’re probably not in 
business.” D
For more information about RAVE and 
virtual corporations, contact Rick Donovan 
at (406) 496-4770.
Forecasting Montana’s Economic Future
While critics sometimes refer to Montana as one of the “discon­nected dozen” states that are slow to join the information tech­
nology wave, many are starting to see the Internet and e-commerce as 
a valuable tool to help improve the ever-vulnerable economy.
E-commerce has created a borderless economy where Montanans 
can do business with anyone Internet-connected. It could, in fact, 
make up for the problems caused by Montana’s geographic isolation. 
And it couldn’t have come at a better time, with Montana’s continu­
ing dismal economic performance, say researchers at UM’s Bureau of 
Business and Economic Research. Montana currently ranks last in the 
nation in average wages and 47th in per capita personal income.
How can e-commerce benefit the state? How can Montanans 
better take advantage of the opportunities offered by information 
technology?
BBER researchers will address these issues during their annual 
Montana Economic Outlook Seminars statewide in early 2001. In 
partnership with First Interstate Bank, BBER offers the seminars in 
Helena Jan. 23, Great Falls Jan. 24. Missoula Jan. 26, Billings Jan. 30, 
Bozeman Jan. 31, Butte Feb. 1, Kalispell Feb. 6, Sidney March 6 and 
Miles City March 7. Registration is $70, which includes lunch and a 
one-year subscription to the Montana Business Quarterly. Call (406) 
243-5113 for more information. Q
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